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may, by any of the consequences of his commerce^
come to be any way concerned with.

Especially it is his business to acquaint himself
with the terms and trading style, as I call it, of
those trades which he buys of. As to those he
sells to, supposing he sells to those who sell again,
it is their business to understand him, not his to
understand them; and if he finds they do not un-
derstand him, he will not fail to make their igno-
rance be his advantage, unless he is honester and
more conscientious in his dealings than too many of
the tradesmen of this age seem to be.

CHAR IV.

Of the tradesman acquainting himself with all
business in general: ivith some brief cautions
against projectors.

A TRADESMAN ought so far to acquaint himself with
business in general, that he should not be at a loss
to turn his hand to this or that trade, as occasion
presents, whether in or out of the way of his ordi-
nary dealing, as we have often seen done in London,
and other places, with good success.

By this advice, I do not mean that he should
learn every trade, or enter into the mystery of
every employment; that cannot well be ; but only
that he should have a true notion of business in ge-
neral, and how and in what manner it is carried on;
that he should know where every manufacture is
made, and how bought at first hand; which are the
proper markets, and what the particular kinds of
goods to exchange at those markets ; the manner